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US Government AcquisitionUS Government Acquisition
Federal Acquisition Regulations
Funding

Appropriated funds
Non-appropriated funds

Socio-economic programs
Small Business Programs
Authorization Acts, Appropriations Acts, and 
Other Statutory Restrictions on Foreign 
Acquisition



Federal Acquisition SystemFederal Acquisition System
Guiding PrinciplesGuiding Principles

The Federal Acquisition System will –
Satisfy the customer in terms of cost, quality, 
and timeliness of the delivered product or 
service
Minimize administrative operating costs
Conduct business with integrity, fairness, and 
openness
Fulfill public policy objective

FAR 1.102



Procurement Ethics and TransparencyProcurement Ethics and Transparency

Ethics and Procurement Integrity Laws
Protection of contractor bid or proposal 
information
Protection of source selection information
Disqualification from participation

Transparency
Contract award decisions based on factors and 
significant subfactors in the solicitation
No special advantage given to specific interest 
groups (e.g., Coalition Partners)



US Government Acquisition US Government Acquisition 
ThresholdsThresholds

Micropurchase
Simplified Acquisition
Commercial Item Test



Types of ActionsTypes of Actions

Contracts
Cooperative Agreements
Grants
Other Transactions



Types of Business OpportunitiesTypes of Business Opportunities

Prime Contractor
Partner
Sub-Contractor
Supplier



Acquisition PhasesAcquisition Phases
Government

Has $$

Needs Services/Supplies

Contractor

Has Services/Supplies

Need $$

Acquisition

Planning

Contract 
Solicitation 
and Award

Contract 
Management



Acquisition Planning PhaseAcquisition Planning Phase

Contract 
Solicitation 
and Award

Contract 
Management

Acquisition

Planning



Selling to the GovernmentSelling to the Government

Identifying Opportunities
Central Requirements Posting – FedBizOpps
Central Contractor Registration 
Commercial and Government Entity (CAGE) Code
Subcontracting opportunities
Rebuilding Iraq

Marketing your Business
Build your network



FedBizOpps FedBizOpps 
http://www.fedbizopps.gov/



Central Contractor RegistrationCentral Contractor Registration
http://www.ccr.gov/



Commercial and Government EntityCommercial and Government Entity
(CAGE) Code(CAGE) Code

http://www.dlis.dla.mil/cage_welcome.asp



SBA SUBSBA SUB--Net Net 
http://web.sba.gov/subnet/



Iraq PCO siteIraq PCO site
www.rebuilding-iraq.net



Common MilitaryCommon Military
Exercise Requirements

Hotel

Food Service

Material Handling Equipment

Construction Equipment

Vehicles

Cell Phones

Office Supplies/Equipment

Fuel

Electrical/Plumbing/Building Supplies

Portable toilets

Laundry/dry cleaning

Medical supplies

Bottled Water

Shipping/Customs Clearance

Port Handling



MarketMarket Your BusinessYour Business

Professional Associations

Networking

Targeted CallsMarket Research

Conferences



Acquisition PlanningAcquisition Planning

Develop/define the requirement
Services
Supplies
Construction

Market Research
Pre-solicitation notices
Industry Days
Requests for Information (RFIs)



Publicizing Business OpportunitiesPublicizing Business Opportunities

FedBizOpps
Bulletin Boards
Iraq Investment and Reconstruction  

Task Force 
Pre-solicitation notices
www.export.gov/iraq/

http://www.export.gov/iraq/
http://www.export.gov/iraq/


Being Prepared to RespondBeing Prepared to Respond
FAR 52.204-6, Data Universal Numbering System 
(DUNS) Number
FAR 52.204-7, Central Contractor Registration 
(CCR)
FAR 52.204-3, Taxpayer Identification
DFARS 252.204-7001, Commercial and 
Government Entity (CAGE) Code Reporting

Offerors must have required codes and numbers to be eligible for
contract awards.



Contract Solicitation and Award PhaseContract Solicitation and Award Phase

Acquisition

Planning

Contract 
Solicitation 
and Award

Contract 
Management



Uniform Contract Format (UCF)Uniform Contract Format (UCF)
UCF has specified Parts and format

Part I – The Schedule.
Part II – Contract Clauses.
Part III – List of Documents, Exhibits, and 

Other Attachments.
Part IV – Representations and Instructions.



UCF FormatUCF Format

Part I – The Schedule.
Section A Solicitation/contract Form.
Section B Supplies or services and prices/costs.
Section C Description/Specifications/Statement 
of Work.  [Statement of Objective (SOO), if Used]
Section D Packaging and Marking.
Section E Inspection and Acceptance.
Section F Deliveries or Performance.
Section G Contract Administration data.
Section H Special contract requirements.



Evaluation FactorsEvaluation Factors
Price – Always a factor
Past performance
Quality is always a consideration under the FAR
Technical/Management
Key Personnel
Risk
Other

Specified in Source Selection Plan (SSP) and Section M of the solicitation.



Evaluation Rating SchemeEvaluation Rating Scheme
Color
Adjectival
Numerical/Points
(Not Generally Used)

This information may not be provided in the solicitation.



Sample Offeror Proposal DevelopmentSample Offeror Proposal Development

Anticipate requirements through customer 
analysis and market intelligence

Track RFI and pre solicitation notices
Match opportunities with your strengths and 
capabilities

Make Bid – No Bid decisions early
Form an Offeror Proposal Team in advance of 
RFP release

Cost of proposal preparation is borne by the Offeror.



Example Offeror Proposal Team Example Offeror Proposal Team 
OrganizationOrganization

Capture or 
Acquisition Manager

Planning Manager Proposal Manager Review Team



Understand the RFP

Read all RFP instructions carefully
Note page limitations
Note organization requirements
Note submission dates
Note special contract requirements



Understand the RFP
Seek clarification when necessary, 

Do not make assumptions
Allow sufficient time to meet proposal due 
dates 

Late proposals may not be accepted
Plan early for how your proposal will be 
submitted and organized



Special Terms and Conditions

Special Contract Requirements
Health and Safety Issues (e.g., hard hats, eye 
protection, safety shoes, safety vests)
Environmental Concerns
Security



Mechanics of Offer SubmissionMechanics of Offer Submission

Offer must be signed by individual authorized to 
bind the Offeror (Sections A/L)
Provide all information requested in the 
solicitation, including all representations and 
certifications (Section K)
Adhere to page count, if any (Sections L/M)
Provide number of copies requested (Section L)
Submit offer on time and at place designated in 
the solicitation (Sections A/L/M)



Representation & CertificationsRepresentation & Certifications
Central RegistrationCentral Registration

On line representation and certification 
application “http://orca.bpn.gov/”



Offeror Proposal Review Teams Offeror Proposal Review Teams 
ExampleExample

Blue Team – proposal team reviewers
Green Team – “Is my pricing and cost 

strategy sound?” – Financial staff
Red Team – Critique and take apart 

proposal team efforts.  Role play 
governments evaluation team.



Pricing Your ProposalPricing Your Proposal
Competition is a fact of life

Highlight your strengths (e.g., quality, delivery, 
knowledge of area)
Who’s the competition and what are their strengths

Type of contract affects your performance risk
Fixed Price
Cost Reimbursement
Indefinite Delivery/Indefinite Quantity (ID/IQ)

How is price weighted relative to technical
Must be able to perform 

Security is extremely hard to price
How does the RFP address security costs

Price your proposal high enough to make a profit, but low enough to win.
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